Major articles which appeared in Farm Store Mer- 
chandising in 1971 are indexed by subject matter 
and listed in chronological order of appearance for 


reader convenience 


ADVERTISING: 


Promotions planned a year ahead 

Advertising, equipment campaigns add new 
fertilizer customers 

Four types of farmer-buyers 

Liquid feed taps a 
profitable market 

‘Lazy’ customers get the nod at Farm 
Service Center 


AGRICULTURAL CHEMICALS: 


John McCulley’s business is satisfying 
customers, employees 

A defense of pesticides (for your 
billfold) 

lowa dealer sees shift in chemical 
applications 

Pesticide buying patterns 

Marketing policies of major suppliers 
(Swift Agricultural Chemicals Corp.) 

Pesticides, Ecology and the Dealer 
(a 32-page special section) 

Farm chemical business growing 

More controls coming 

$1 million in 7 years 

Organics vs. Inorganics 

Customers spread the gospel of fertilizer- 
herbicide advantages 

Sprayer equipment business built on 
parts, service 

‘Lazy’ customers get the nod at Farm 
Service Center 


ANIMAL HEALTH PRODUCTS: 


10,000 items stocked in new one-stop 
center 

$1 million in 7 years 

Health products need special, yet not 
elaborate attention 

Profiting from another's mistakes and 
successes 


CREDIT: 


Dealer credit practices 
Develop formal credit policy, ag finance 
expert advises 


DEALER SURVEYS: 


Dealer credit practices 

Financial ratios can point to operational 
strengths, weaknesses 

Dealer panel findings 
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Feed recognition overdue 

More order emerging in fertilizer marketing 
and distribution 

Dealers have mixed feelings about a 
national organization 

Farmers among prime chain saw customers 

Custom rates listed for farm operations 

Custom rates listed for farm operations 


EDITORIALS: 


Dealer credit practices 
Those golden years 
Pesticide buying patterns 
Time and motion 

More controls coming 
Dealer panel findings 
Organics vs. Inorganics 
Feed recognition overdue 
‘Boss’ or ‘leader’ 
Standing at the crossroads 
Dealers as idea agents 


EMPLOYEES: 


John McCulley’s business is satisfying 
customers, employees 

Good employee spirit key to liquid sales 
TN ir ak 5: dist abs, selec e ane Ole bese 

$1 million in 7 years 

Claim profit sharing improves ‘bottom 
line’ 

‘Lazy’ customers get the nod at Farm 
Service Center 

Feeding customer calves expands Wisconsin 
elevator’s feed sales 


FEED: 


John McCulley’s business is satisfying 
customers and employees 

A $1 million feed business 

10,000 items stocked in new one-stop 


North Carolina firm grows into new feed 
mill 

Don’t let weigh buggy take you for a ride 

Dealers expand sales with new soybean 


Custom mixing emphasis right sales 
formula for Texas dealer 

Missouri dealer thrives on building 
customer confidence 

Poultry, egg contracts capture ‘10 most 
wanted’ customers 

Partners get profit ball rolling with 
new lines, store spruce-up 

No two horses eat alike 


PPVUDUUDUUD 


PP P PPP PD DV VD 


~OOOOO-0O0O0OWo 


10 
16 


24 


32 
54 


24 
32 
38 
a4 


18 
21 


FARM STORE MERCHANDISING 





Major articles which appeared in Farm Store Mer- 
chandising in 1971 are indexed by subject matter 
and listed in chronological order of appearance for 


reader convenience 


ADVERTISING: 


Promotions planned a year ahead 

Advertising, equipment campaigns add new 
fertilizer customers 

Four types of farmer-buyers 

Liquid feed taps a 
profitable market 

‘Lazy’ customers get the nod at Farm 
Service Center 


AGRICULTURAL CHEMICALS: 


John McCulley’s business is satisfying 
customers, employees 

A defense of pesticides (for your 
billfold) 

lowa dealer sees shift in chemical 
applications 

Pesticide buying patterns 

Marketing policies of major suppliers 
(Swift Agricultural Chemicals Corp.) 

Pesticides, Ecology and the Dealer 
(a 32-page special section) 

Farm chemical business growing 

More controls coming 

$1 million in 7 years 

Organics vs. Inorganics 

Customers spread the gospel of fertilizer- 
herbicide advantages 

Sprayer equipment business built on 
parts, service 

‘Lazy’ customers get the nod at Farm 
Service Center 


ANIMAL HEALTH PRODUCTS: 


10,000 items stocked in new one-stop 
center 

$1 million in 7 years 

Health products need special, yet not 
elaborate attention 

Profiting from another's mistakes and 
successes 


CREDIT: 


Dealer credit practices 
Develop formal credit policy, ag finance 
expert advises 


DEALER SURVEYS: 


Dealer credit practices 

Financial ratios can point to operational 
strengths, weaknesses 

Dealer panel findings 


48 


> P P PUDTD v vd FP 


Feed recognition overdue 

More order emerging in fertilizer marketing 
and distribution 

Dealers have mixed feelings about a 
national organization 

Farmers among prime chain saw customers 

Custom rates listed for farm operations 

Custom rates listed for farm operations 


EDITORIALS: 


Dealer credit practices 
Those golden years 
Pesticide buying patterns 
Time and motion 

More controls coming 
Dealer panel findings 
Organics vs. Inorganics 
Feed recognition overdue 
‘Boss’ or ‘leader’ 
Standing at the crossroads 
Dealers as idea agents 


EMPLOYEES: 


John McCulley’s business is satisfying 
customers, employees 

Good employee spirit key to liquid sales 
TN ir ak 5: dist abs, selec e ane Ole bese 

$1 million in 7 years 

Claim profit sharing improves ‘bottom 
line’ 

‘Lazy’ customers get the nod at Farm 
Service Center 

Feeding customer calves expands Wisconsin 
elevator’s feed sales 


FEED: 


John McCulley’s business is satisfying 
customers and employees 

A $1 million feed business 

10,000 items stocked in new one-stop 


North Carolina firm grows into new feed 
mill 

Don’t let weigh buggy take you for a ride 

Dealers expand sales with new soybean 


Custom mixing emphasis right sales 
formula for Texas dealer 

Missouri dealer thrives on building 
customer confidence 

Poultry, egg contracts capture ‘10 most 
wanted’ customers 

Partners get profit ball rolling with 
new lines, store spruce-up 

No two horses eat alike 


PPVUDUUDUUD 


PP P PPP PD DV VD 


~OOOOO-0O0O0OWo 


10 
16 


24 


32 
54 


24 
32 
38 
a4 


18 
21 


FARM STORE MERCHANDISING 





Flexible sales program has ‘something 
for every feeder’ 

A decade of improvements 

Profits — What else can you live on? 

Feed, grain equipment guide 

Improved pelleting means better feed 

Computers right on for 3 feed, 
grain firms 

$1 million in 7 years 

The new fits with the old, Wisconsin 
feed firm finds 

Work clothing fits Texas feed mill's 
retail store concept 

Feed customers ‘captive’ to horse 
supplies 

Feed recognition overdue 

Portable grinder-mixers good feed 
salesmen 

Dealer group has computer, modern mill 
at its disposal 

My Best Selling Idea 

Liquid feed taps a profitable market 

Profiting from another's mistakes and 
successes 

Farmers assist dealers in choosing 
priorities 

Take-home feed business 

Field salesmen satisfies the profit proof 
demand 

Feeding customer calves expands Wisconsin 
elevator’s feed sales 


FERTILIZER: 
John McCulley’s business is satisfying 
customers and employees 


10,000 items stocked in new one-stop center ... 


Those golden years 

Bulk blending upgrades fertilizer 
merchandising 

Keeping fertilizer storage, application 
costs in line 

lowa dealer sees shift in chemical 
applications 

Good employee spirit key to liquid sales 
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Custom mixing emphasis right sales formula 
for Texas dealer 

Missouri dealer thrives on building customer 
confidence 

Survival in the 70's 

Profit foremost in fertilizer 
merchandising 

Advertising, equipment campaigns add new 
fertilizer customers 

Fertilizer services: At what cost? 

Organics vs. Inorganics 

Customers spread the gospel of fertilizer- 
herbicide advantages 

More order emerging in fertilizer marketing 
and distribution 
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Fertilizer Equipment Review 

10-year fertilization records: IIlinois 
dealer's drawing power 

You can’t compete without a profit 

Standing at the crossroads 

2 can be divided by 4 

‘Lazy’ customers get the nod at Farm Service 
Center 


GRAIN HANDLING: 


John McCulley’s business is satisfying 
customers and employees 
Dealers expand sales with new soybean 


A decade of improvements 


Storage variety shapes new feed mill-elevator . . 


Feed, grain equipment guide... . 

Computers right on for 3 feed, grain firms 

$1 million in 7 years 

The new fits with the old, Wisconsin feed 
firm finds 

Study shows more elevators needed in Illinois 
area 


Computerized accounting system frees time for 


management 


HORSE SUPPLIES: 


Farm store with a woman’s touch 

Partners get profit ball rolling with new 
lines, store spruce up 

No two horses eat alike 

Strategic hat displays tack on sales 

Co-op’s tack department attracts youthful 
buyers 

Feed customers ‘captive’ to horse supplies 


New department ‘corrals’ pleasure horse owners Oct., p. 


Profiting from another’s mistakes and 


MANAGEMENT: 


Financial ratios can point to operational 
strengths, weaknesses 

Profit sharing program speeds retail 
success 

Survival in the 70's 

Dealers find merchandising strength in 


Profits — What else can you live on? 

Computers right on for 3 feed, grain firms 

The successful manager builds on personal 
qualities 

‘Boss’ or ‘leader’ 

Computerized accounting system frees time 
for management 

Borrowing hinges on sound cash management 
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NEW PRODUCTS FROM ANDIS 


CLIPPERS, ANIMAL 


ANDIS PRODUCTS 
CORP. 


1718 Layard Avenue 
Racine, Wisconsin 53404 
Brand—Andis 

Ear Clipper 
Made in the U.S.A. by An- 
dis, leading manufacturer of 
professional clippers, this 
rugged, quiet, light-weight 
precision instrument delivers 
“blue-ribbon” performance 
and service that wins cus- 
tomers. Hand-fitted, alumi- 
num case. Wt. 17 ounces. 
110 volt 60 cycle AC. Only 
$19.95 complete with 8 ft. 
cord. Extra blades $4.50 per 
set. See your jobber or write 
today. 


CLIPPERS, ANIMAL, 

GROOM ‘N’ TRIM 

ANDIS PRODUCTS 
CORP. 

1718 Layard Avenue 

Racine, Wisconsin 53404 


Brand—Andis Groom 
Clipper-Adjustable 


New, adjustable groom ‘n’ 
trim clipper designed espe- 
cially for show animals. 
Whisper quiet to avoid 
“spooking” yet powerful and 
fast — over 14,400 strokes 
per minute. Special #19 
blade adjusts from fine to 
coarse with flick of thumb. 
Precision performance and 
service in a rugged, light- 
weight aluminum case wins 
customers. 115 volt 60 cy- 
cle. Complete with detacha- 
ble 8 ft. cord and aluminum 
blade accessory, $32.95 re- 
tail. Write today. 
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INDEX/continued 


First year manager triples co-op sales 

Dealers as idea agents 

‘Lazy’ customers get the nod at Farm 
Service Center 


PRICING and PROFITS: 


Keeping fertilizer storage, application 
costs in line 
Fertilizer services: At what cost? .............. Apr., 
Profits — What else can you live on? 
You can’t compete without a profit 
Computerized accounting system frees time 
for management 
Custom rates listed for farm operations 
‘Lazy’ customers get the nod at Farm 
Service Center 
Custom rates listed for farm operations 


PROMOTION: 


Promotions planned a year ahead Pp 36 
Advertising, equipment campaigns add new 

fertilizer customers . p. 38 
My Best Selling Idea . p. 58 
Four types of farmer-buyers .p. 56 
Dealer panel findings wit @ 
$1 million in 7 years . p. 14 
‘Tis more than luck that attracts 1,500 

people ‘ . p. 34 
‘Lazy’ customers get the nod at Farm Service 

Center » & 16 
Take-home feed business « p. 30 
Feeding customer calves expands Wisconsin 

elevator’s feed sales . p. 62 
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SALES PROMOTION DEPT 
1122 Fleming Bldg. 
Des Moines, lowa 50309 


REMODELING, EXPANSION: 


A $1 million feed business 
10,000 items stocked in new one-stop center ... 
North Carolina firm grows into new feed mill ... 
Farm Store with a woman's touch 
Partners get profit ball rolling with new lines, 
store spruce-up 
A decade of improvements 
The new fits with the old, Wisconsin feed 
firm finds 
My Best Selling Idea 
10-year fertilization records: 
dealer's drawing power 
Old hull house transformed to modern farm 


IMlinois 


New department ‘corrals’ pleasure horse 


‘Tis more than luck that attracts 1,500 people 
First-year manager triples co-op sales 
My Best Selling Idea 


SEED: 


What farmers expect from the seedsman 

Custom mixing emphasis right sales formula 
for Texas dealer 

Pesticides and the seedsman 


TOWN, COUNTRY SUPPLIES: 


10,000 items stocked in new one-stop center ... 
Farm store with a woman's touch 
Partners get profit ball rolling with new 
lines, store spruce-up 
Work clothing fits feed mill's retail store 
concept 
My Best Selling Idea 
Farmers among prime chain saw customers 
Old hull house transformed to modern farm 


TRENDS: 


Dealer credit practices 

What farmers expect from the seedsman 
Those golden years 

Dealers expand sales with new soybean 


Survival in the 70's 

Pesticide buying patterns 

Pesticides and the Seedsman 

More controls coming 

Dealer panel findings 

Customers spread the gospel of fertilizer- 
herbicide advantages 

More order emerging in fertilizer marketing 
and distribution 

Pet population, veterinary care trends 
explored 

Farmers among prime chain saw customers 
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CHEMICAL FEED KIT 


BLUE WHITE INDUSTRIES 
14931 Chestnut St 
Westminster, Cal. 92683 
Phone: 714-893-8529 B 
Brand—Chem-Feed 
Hypochlorinator 


For positive chlorination of 
rural, well and ditch water. 
The Chem-Feed Kit with 
pump, tank & stand is low 
cost, easy to install and sim- 
ple to maintain. Electricity 
powered to insure safe water 
in the home or field. An im- 
portant service to customers 
and a nice profit for you. 
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Fastest Growing Line 
in Agriculture today 


vs: TUFFY BRAND 
The ONLY» IVESTOCK MARKERS 


complete yz 


line - % - 
men’s records 

ster comaaa are starting 
for with Tuffy 
dealers Markers. Out- 
oe sells all others 


More and 
more stock- 


Flush 


4 Numbers 


® 


que samples on request a4 


Displays, 
Assortments, etc. countries. 


FEARING MFG. CO. INC. Dept. DF 
Box 6572, St. Paul, Minnesota 55108 
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